FD-302 (Rev. 10-6-95) 


- 1 - 

FEDERAL BUREAU OF INVESTIGATION 


Date of transcription 03/07/2012 


DOB [ 


Super Micro Computer, Irip <—'(Super Micro) , business address 


[ 


of 980 Rock Avenue. San Jos.e'T'"California. 95131. telephone number 


~\ celTuTaf^trgle phone_ numbe r 


[was Interviewed at Her placB^Sf 


email address 


of 

‘effipToym'entT l | wa~s~int~e~rv'iewed regarding her knowledge of 

Limelight Networks, Inc. (Limelight) and MicroPro Logist ics, Inc 
(MicroPro - )’ . Also presen t during the interview were SA 1 s | 

Internal Revenue Service- Criminal 


Investigation. After being advised of the identities of th e 


interviewing agents and the purpose of the interview, 
the following information: 


provided 


Ivears 


b6 

b7C 


Istate d s he has been employed w ith Super Micro for 

B-s al with Super Micro and in 

|At the end of 2003 or early 2004, 
{received an incoming telephone call from an unknown male at b6 

The ma le call er was calling to find out information b7c 


MicroPro. 

about Super Micro .| (attempted to understand the needs of 

MicroPro, and they eventually became a customer. Initi ally 


MicroPro purchas ed smaller quantities from Super Mic ro ,|_ 

she has been the | | since the 

initial contact. 


stated 



_[first visit to MicroPro was somet ime after the 

initial phone call. MicroPro emp loyees including ! 

_ were at the meeting. I "T discuss ed pro duct updates, 

an d Limelight em ployees joined them for lunch. Iwa s not aware 


of 


at MicroPro ab out! 
advised he wasI 


[ role with Mic roPro at t hat time.! lask ed someone 


^because he[ 


1 became awareI 

ll T ■ ^ 


_[and they 

Iwas also in 


believed she learned this from 


During the meeting. Limelight 1 s IT room w as opened to let | | see 
that they purchased a lot of parts \ [attempted to see if she 

could consolidate their purchases. 


male leftl 


]dealt with an unk nown male at MicroP ro. After the 


dealt with 


Investigation on 


02/08/2012 at San Jose, California 


File a 318 A-PX-87360 
Fo Al 
by SA| 


di 


Date dictated 


b6 

b7C 


LNU. A t firs t ! ~| did not know who b6 


the customers were of MicroPro. Later, [ | found out Limelight was b7c 


»6 


b7C 
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their customer, 
was needed. 


thinks this came about when technical support 


I traveled to P hoenix once with_ i 

approximately two years ago. I j travels for meetings when it is 

time to update customers and tr ain them on new product s bein g 
developed by Super Micro J~ larranq ed the visit with LNU 

from MicroPro. Sometimes l I would join in on the meetings. 

I [ described the purchasing process with MicroPro. 
MicroPro would email or call in (depending on urgency/size of 
order) purchase orders to Super Micro. MicroPro has called with 


hurry. 

1 Ilnu, 

) 

LNU, the 
does not know 

l_ 


from MicroPro, would place the orders. Prior 

unknown male at MicroPro would place the orders.[_ 

what MicroPro does with the servers after they sell them to 
Limelight. Super Micro would request payment up front for 
purchases by MicroPro before sending any product. Super Micro 
would accept a wire transfer or cash on delivery (COD) of product. 
The COD would need to be an insured check and does not require a 
credit h istor y check by Super Micro. Customers fill out the form 
and then| lhands it over to Super Micro's accounting department. 


For larger orders, payment by wire transfer was required. 

Ini tially, M icroPro would place small orders, in the 
approximatelv T I range. This was because MicroPro did not 

purchase all of the internal components from Super Micro. In 2011, 
MicroPro's purchase s averaaef 
being approximately^"" 


_|with th e large st order 

]in November 2011.[ ‘ 


_ _ _Jadvised a 

MicroPro order may cover several quarters worth "of purchases. In 
the past ] | would forecast MicroPro's orders. 

MicroPro would send regular orders and on occasion called 
and stated they had a new customer project and needed a new se rver. 
MicroPro re-sells the items purchased from Super Micro. 


advised Limelight could not contact Super Micro and purchase 
product. Super Micro does not sell to customers of a Super Micro 

customer. An exception would be if the original Super Micro - - 

customer approves the new customer purchases from Super Micro. 


| | stated if Limelight attempted to purchase computer 
servers from another vendor, the same quality could not be ensured. 


b6 

b7C 


b6 

b7C 


b6 

b7C 


b6 

b7C 


b6 

b7C 


would still need internal approval from Super Micro before they 
could sell to the new customer. New customers of Super Micro could 
be wholesalers or retailers. 


b6 

b7C 
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b6 

b7C 


The non Super Micro parts could damage Super Micro servers even if 

the new parts were the same brand and model. Although the new_ 

parts appeared to be the same, they may actually be different. ! 
stated in 20 04 or 2 005. a customer of MicroPro in Arizona had a 
server crash. sent a Super Micro engineer to the company and 

they found out the problem was not with the Super Micro component, 
but with the part that was from another manufacturer. 


b6 

b7C 


Super Micro does not have suggested retail prices on its 
products. In the beginning, Super Micro did not sell products to 
end users, only to distributors. In 2004, Super Micro changed its 
business model to be able to sell to end users so they could 
increase business. Super Micro's competitors include Dell, Hewlett 
Packard and IBM. Instead of a retail price, Super Micro has a 
direct customer price. For end user prices, Super Micro management 
sets the price. The end user prices will vary depending on the 
support requirements. With respect to MicroPro, the end user can 
call Super Micro for support questions in addition to MicroPro. 
These requests can also be based on the urgency of the problem. 


_ reviewe d an email dated January 2007 discussing! 

j advised she was trying to work on the credit 
terms with Mic roPro. MicroPro sent a COD check and it was taking a 
while to clear!" 


Super Micro's accounting department asked|_ 


W 


MicroPro had another party that coul d guar antee the credit terms. 


The credit terms were not reached and£ 
wire transfer. 


advised MicroPro send a 


b6 

b7C 


_has never heard of the name!" 

sent out the wire transfers 


does not know who owns 
MicroPro and has never asked that question of anyone. Lime light 
and MicroPro were located in the same strip mall in Arizona. | 
has also been in Limelight's conference room. 


b6 

b7C 


Super Micro delivered its servers to MicroPro, however 
Super Micro can deliver them to anywhere the customer requests. 
There should be a server number on each server produced by Super 
Micro. When Limelight would call Super Micro for support, they 
would reference a Super Micro serial number. 
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Super Micro Cofhputer, Inc. (Super Micro) , business address o£-^8t) 


o cpi 

Rock Avenue^/oah Jose, T?alifornia. 95131. telephone nijmbgff 


celJ^flar telephone number[ 


address of 


Jwas interviewed at hi|!--'place of employment. 


|wspS — xn'trexvreweci regarding his knowledge of Limelight Networks, 
Inc. ^Limelight) and MicroPro Logistic s, Inc. (MicroPro) . Also 


present d uring the interview were SA's£ 


] 


_internal Revenue Service- Criminal Investigation. After 

being advised of the ide ntities of the interviewing agents and the 
purpose of the interview, ! Ip rovided the following information: 


[ 


I 


ladvised he was i nvi ted an d attended a meeting with 

] and | [ LNU during a courtesy visit 


two to three year s ago at the MicroPro office i n Tempe. Arizona. 


also attended the meeting with 


The purpose 


ot the meeting was to promote Super Micro's products and inform 


MicroPro 
customers 

MicroPro [ _ 

which lasted a coup le of hours. n 
name d | the meeting. 


how Supe r Micro could help them sell mor e products to 
■I \could not remember! l official title at 

l iuring the meeting 
]could not remember anyone 


b6 

b7C 


b6 

b7C 


At the time of the m eeting. Supe r Micro did not know who 


MicroPro's customers were, andf 
discounts from Super Micro [ 


_|did not ask for any 

lis now aware that Microsoft is 

1 L 


currently a customer of MicroPro. ! I has heard of Limeli ght, bu t 

does not know what its exact relationship i s with M icroPro. | | 

is aware that the two companies are related ' ’ 


mentioned he 


observed from a website that the two companies were related. 


b6 

b7C 


| | stated if Limelight was qualified to be a customer 

of Super Micro, they could purchase the same products and have the b6 
same buying power as MicroPro. In order to be a qualified b7 ' 

customer. Super Micro would have to determine if the potential 
customer was serious, the new customer could not be currently 
purchasing from a current customer of Super Micro (Super Micro does 
not want to strain current relationships), and a background check 
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There are a lot of other suppliers that provide similar 
products as Super Micro, to include Hewlett Packard and IBM. A 
new customer could buy similar products (pieces or the whole 
product) on the open market. Super Micro is a wholesale business 
I I does not 

believe out of state sales tax is being charged to MicroPro.- 

| l advised, in general, the mark-up being charged by 

MicroPro varies depending on the service provided. Some 
distr ibutors mark their products up a lot and others not so much, 

| I stated it is up to the distributor and the competition in the 

market. 






